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Harrleon was born to groceries. To

the tents of thousands of little store¬
keepers of America bis story should be
»n Inspiration. In his / own way,
through years of struggle and defeat
ftc studied and dually solved a problem
that is a puzzle and a nightmare to
many of them. What he did other?
may do. It rests with them. The task
should be easier from the knowledgeef what he did.
The earliest recollection Harrison ha»ts of playing around the barrels and

the hexes In his father's Etore, In Uos-
ton. He remembers

"

how he used tfpeep out over the counter at the cus-
tomcrs, how he toyed with the scales
and with the weights and with what
wonder he gazed upon his father as be
deftly measured out foodstuffs ot
wrapped bundles for the purchasers.
That store was his little world, and
when he grew bigger and was able to
assist In the selling or occasionally the
delivery of goods, lie was very proud
of himself. Then came the school
period. He never cared much for
books, but studied because he bad to,
and, unconsciously perhaps, absorbed
more learning than he appreciated.
When he was sixteen he quit school.
His. father had planned a collegiate
course for him, but had to change his
program.

After the leisure and freedom and
frolics of school days, the return te
Ihc store rather grated on Harrison
The business had lost the charm of
early days. There was more of drudg¬
ery than he had supposed, and it was
a long time before he could content
himself with the wearisome hours and
the curtailment of many of the. pleas¬
ures and recreations to which he had
become accustomed. Few .healthy, pplr-itcd youths take with good grace to
such work in the days when their blood
Is warm and they long for adventure.
Harrison often became rebellious. Now
and then he kicked over the traces and
absented himself for a day or two, but
when he returned to work and his
father overlooked his conduct with
on!/ a mild word of reproof, he fell
ashamed of himself. ,

It was not until he was twenty-one
that he realized the patience and con¬
sideration of his father. Then the
father took him into partnership and
explained why it was the boy had noi
bjym tent to college. Somehow th*
profits of former years had dwindled
Times had changed, conditions had
changed, and people had changed
There was more credit business than
formerly. There were more bad ac¬
count «. The growth of the city had
alt'.-red the complexion of the neigh¬
borhood. The staid old families that

nad been the customers of the Harri ,

S0.it store for twenty years had mo\ed I
away. Flats and tenements had taken
the places of many of the old dwellings.
There wan an influx of foreigners.
With the increase in population there
was an increase in stores.
The Harrison store, long established,

well managed and handling first-class
goods, commanded the best trade, but
suffered from the excessive competi¬
tion. It barely paid expenses. The net
Profite for live years were ridiculously
small. Only by the most prudent of
management could Mr. Harrison hope
to mike a better showing in the future.
It grieved him that he had not been
able to give to his son every advantage
a tine- education would bestow, but he
could not afford it. Instead he simply
had to give to him the poor comfort of
the partnership in a business which he
once thought meant a fortune, but now-
looked far differently.
Youth is the time of Illusions and

self-assurance. Harrison, while sorry
he had added to his father's burdens,
felt sure everything would come right
now that be was going to put bis own
energy and spirit Into the store. With
all due respect to the «-Ider Harrison,
the young man believed some of the
loss of business was due to his father's
lack of aggressiveness. He was old-
fashioned, hut c-Id-fäshlohcd ways of
doing business did not keep abreast of
the times. Young Harrison knew the
tleld better. He could get customers.
His father did not hustle enough.
Diplomatically and tactfully Harrison

put the facts before his father as he

saw them. The father, making due al¬
lowance for the exuberance of youth,
tut feeling thai the son would not be
content unless he had his own way,
consented to the young mar. having a
free rein. soliciting trade. taking
charge of the buying and generallyjsupervising affairs for a few months.
The young man got customers, but he
got little profit through them. He got
some customers his competitors were
(not sorry to get rid of. 'lie did fairly'
well in the buying end and he worked
hard enough to suit any one, yet at
the end of six months the result was
unsatisfactory. The business showed a
little profit, but only a little. The
hustle of the young man was no better'than the conservative methods and;steady application of the father. There
was fib satisfaction in the Harrisons
[discovering that their competitorsfared no better than themselves. Some.in fact, fared much worse, and had to
give up, but new men entered the field
promptly. Stores did not remain idle
long. There seemed to be an inex-
haustible supply of hopeful personswho saw fortunes In grocery estab¬lishments.
Harrison, putting all that he had ofbrains: and energy into the manage-ment- Of his store, worked year after

year and made no progress. Beforehe was twenty-three he knew theodds were heavily against him, and
that It wns almost folly to continue
the struggle. He knew it was thedrift toward eentraliaztion that wasgrinding him. More and more stores
were coming under one control or tin-

der the concerns with big capital. They
were able to undersell the little store¬
keepers because, buying in great

[quantities and taking advantage of
cash discbunts, they could buy cheaper
than the others. They did business on
a basis that made it Impossible for
the little fellows to compete. They ad¬vertised widely, offered some staple
articles at such low "figures that the
price charged by the ordinary grocet
seemed extortionate, and kept them¬
selves always prominently before the
people. The little storekeepers coulddo nothing but hope for a change theyknew in their heart? never would[ come.
Harrison and his father struggledalong patiently and well for ten yearsand then gave it up. They did It none

too soon, for little was left. Thefather's spirit was broken, but the
young man's best abilities were onlybeginning to be developed. He bad bc-
come a student of his business. He
hail studied It from all sides, and he
was lirm In the belief that he had dfs-covered the one certain avenue to suc¬
cess.

V.'hen he sold out and closed the Bos¬
ton store Harrison came to New York,and made a tour of the suburban towns
within a radius of thirty miles. Al¬
though his money was none too plenti¬
ful, he exhibited no haste in his search,
He knew exactly what he wanted, and
after a few weeks' search he found it.
In a Jersey town less than twentymiles from the city and which may bo
called Westboro. he found conditions
such as he sought. There were various
grocery establishments. All extended
credit to their, .patrons. The class of
residents was good- There, were few-
local Industries. Nearly all of the house
owners worked in New York. There
were many rich people. There was a
big country club. Within right miles
or so there were half a dozen other
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high class suburban communities.
The place Harrison entered was not

imposing, but from the day ho opened
his Westboro store he upset established
custom in the grocery line in that town,
lie had a comparatively small but cer¬
tainly a select stock. In no place did
he. display cabbages, potatoes, turnips
and vegetables of that class. His show
windows was arranged to attract the
eye. and tempt the palate. He had
studied colors in the last year in Bos¬
ton and knew their values and their
harmonies. Instead of the regulation
show of a grocer he exhibited some of
the driest fruit, daintiest salad and
rarest of delicacies Westboro ever had
seen. There was endive, every head of
which was perfect. There were brus-
scls sprouts, fresh from the garden:
celery that made the mouth water, as¬
paragus that told its own story. Then
there were apples that were a delight
to thVeye, oranges that, were beautiful,
pineapples that gave forth a delight¬
ful perfume ami a multitude of other
fruits and vegetables, some of which
were out of season. They would nol
have appeared so charming but for the
manner in which they were arranged.
Unconsciously every person who

looked at them was pleased. Some
Westboro men who never.had given
more than a perfunctory glance at a
grocery In that town stopped and gazed
ar Harrison's window. One or two
wient in. A few others asked if the
store was not a new one When they
heard it was they said "Hugh!" and
went their way. The women of West¬
boro appreciated the attractive window
display as much. If not. more than the
men. A fair number of them visited
the establishment artd looked it over.
Everything was neat, as a pin. The
same attention to harmony was dis¬
played inside the store as in the win¬
dow.

Harrison gave personal attention to
every caller. Some of the visitors in¬
troduced, themselves and said they
would favor him with a portion of their
custom, they were so much pleased
with his pretty store. They were pleas¬
ed and surprised, too, at the low prices
he sold at. As evidence of their good
will they ordered some things. Harri¬
son had the stuff delivered to those
who asked that it. be sent to them, hut
he sent it C. 0. D. Some of the per¬
sons paid, although they were not in
the habit of paying the grocer except
by the week or month. Others, when
informed that the rule of Mr. Harrison
wa3 strictly cash, got angry and sent
the boy and the goods back. They con¬
sidered Harrison impertinent and
wanted him not" only to know it, but
one irate woman wont to the length
of going to the store to express her
opinion of him.

Harrison listened to her patiently,
and when site finished he said to her:
"Madam, how much do your grocery
bills amount to a month?"

"About $50," she replied.
.'Would you rather pay $50 and haw.

a charge account, or pay $1."> and pay
cash?" he inquired. "You know $r> a

month means $C0 a year. That, would
purchase a handsome gown or other
articles a woman loves."
"Why, what do you mean'.'" sh'a

asked.
"Just this," ho said, in his moat

earnest and impressive manner; -That
you and every other honest person is
penalized under the present credit
system. You not only pay for what
you buy, but you arc saddled with the'
bad debts of the g'rocer who has charge
customers It is ridiculous that honest
people should suffer so, but iL is so
Otherwise the grocer who extends
credit would go bnnkrupt. Many of
them go broke regardless of the man-

uner in which lh©y arc forced to protect

themselves by raising their prices to
those who do pay tholr bills,

"It. is all wrong", madam, and I hope
you will pardon me for saying it, but it
is the result of woman's extravagance.
It may be a trifle Inconvenient to pay
cash on delivery, but because you do
not do it you pay l.~> cents a day more
for groceries than you should. The
same Is true regarding your meat bill
The same is true regarding other
things. One of the banes of this coun¬
try is this credit system. I have come
to Westboro to see if I cannot make a
living dealing with the people of thi9
town who want to save money and
escape being punished for the sins of
the* dead beats. I know the grocery
business from the bottom up. i an>
proud of it; I am paying spot cash
for every article I buy, and I am go-
ing to sell only for cash. 1 am go-
Ing to give to my patrons the bcnetlt
of every advantage I obtain by rea¬
son of buying for cash. I am not go¬
ing to handle anything but first-class
goods. Whether I succeed or not In
Westboro, it is cetrain that the. other
grocers will have to carry the bad ac¬
counts while I am here. They arc not
for inc. I a-m going to look for trade
on a common sense, economic, basis. I
expect to get iL I may have a long
fight to ovore.ome the foolish custom
which is proving so costly to honest,
people, but In the long- run I am in¬
clined to think I will triumph.
The wolnan who had been so angry

did not expect this sort of an argu-*
merit. "You may he right," she said,
"but I don't know. At any rate, I'll
pay that bill and you may send th03©
things back to my house." Then, as Iff
to excuse her show of temper, she add-*
ed: "You must realize it i3 very in*
convenient to pay for each and every*,
thing when it is delivered at your
back door, and besides, it is a sort
of reflection on the honesty of the
purchaser."
"Madam," said Harrison, "if I bad,,the money the people of this commu¬

nity waste through the credit system 1
could afford to pay all the taxes the j
people here are charged with."
The woman had paid her taxes only

a few days before, and this statement
impressed her more than anythingtho grocer had said before.
"Goodness'." she exclaimed; -."IBdoesn't seem possible.' '

"But it is true," remarked Harrison,
That woman and various others who

were incensed at lirst talked so muchabout the possibility of saving moneyby trading with Harrison that he made
very respectable progress from thestart. There were some who were re¬
sentful. They would not deal with a.tradesman who dictated to them, theydeclared. But Harrison went along un¬ruffled. Every day ho changed hiswindow display. His father attendedto tho buying. He was excellent inthat branch of t:»^ business. :ln a com-munlty so small as Westboro the win¬dow display at Harrison's was one ofthe sights persons went to look at whenthey were "down town." The windowdlplay was not sufficient. however.Harrison advertised In a Westboro
paper. Ho advertised better and moreIntelligently than any tradesman thetown ever had known. He had notwatched the big grocers of Bostonthrough those ten long, bitter yearsfor nothing.
There .were some people in West¬boro who traded with the great high-class grocery houses of New York.Harrison, when a good opportunity af¬forded, informed these people that hewas selling exactly the same grade ofgoods as these houses, and at the sameprice or a trifle lower. Some, tried himand found his statement correct. Somowould not hcllcvc it possible and ig¬nored him-
Four grocery stores had failed InWestboro in the five years precedingthe arrival of Harrison. No groceryhas failed since then, but be has ab¬sorbed four grocery stores .t,hat ex-'tended credft to their customers.. Theycould not llvo against him. The storein which he began business in the townhas been enlarged, but even in its pres¬ent form hardly is large enough for

tho volume of trade, which has come tohim. Westboro no longer is a credit
town. Everybody.or everybody worth;mentioning.pays cash. Harrison in
three years has brought about a revo¬
lution, not only there, but in all the
towns for ten miles around. In those
towns he does almost as much busi¬
ness as the local dealers. It requires
eight wagons to handle the orders he
receives. He has twenty-one clerks
working In his main store, and he
needs four telephones in his business.
Perhaps in all the suburban towns*
within the metropolitan district there
Is no man approaching Harrison .in tho
grocery line to-day. From the princi¬
pal he*laid down the first day he never
has deviated. He Is particularly proud
of the fact that when he arrived In
Westboro three years ago all the-
money he had In the world.all that;
was left of the Boston establishment.:
was $2,000. To-day he is doing a busi¬
ness of 51,000.000 a year. He has made;
a gold mine for himself, and incident-,
ally for hundreds of others. .
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Do Your Eyes or
Nerves Trouble You

or have you other chfontc ailments?Call on DR. FORTNEY. Neurologist;611 E. Broad Street, for free consulta¬
tion. Wonderful cures through neu¬
rological methods.

IN preparing for a journey the tele¬
phone performs a great variety of

services. Reservations are made, last directions
are given, good-byes are said, over the wire.

The Long Distance Service of the Bell
System is of special value to the traveller.
Sometimes the Bell Telephone makes a trip
unnecessary; sometimes it convinces him that a
trip would be profitable. Wherever he goes, he
feels the need of universal service, and that is
Bell Service.

Are YOU a subscriber?

SOUTHERN BELL TEL. & TEL. COMPANY
OF VIRGINIA.

Botry Ball Telephone is the Center of the Syatem. r


